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Detailed Description Text - DETX (348): 

The account management component of the CCIS 13 is a system for account 
officers to use to manage groups of households and/or customers by enrolling 
them into special programs provided by the financial institution. Once the 
household or customer is enrolled in a program and is assigned to a personal 
banker, the personal banker can offer the customer personal relationship 
management to better manage the customer's banking relationships. The customer 
will be "flagged" as a managed household to alert other sales staff that the 
customer has an exclusive relationship with a personal banker. It also 
guarantees that leads distributed from the micromarketing center 1 1 are 
assigned to the personal banker for that customer. The customer has the added 
benefit of dealing with only one personal banker who understands the customer's 
needs. 



